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*- Do you know, my son, who a traditional 4‘

* clothing seller is *

i A traditional clothing seller is someone *
who sells clothes that reflect the heritage

and culture of each country or region.
These clothes are distinguished by their
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beautiful designs, colors, and patterns,
which have been passed down through
generations. Therefore, they are not just
clothes, but a part of the history and
.1dentity of the community

*‘ When a customer enters a traditional *
*_ clothing shop, the seller greets them *_
warmly and asks what type of clothing

* they want, whether it's for children or *
* adults, and if it's suitable for a wedding, *

holiday, national occasion, or popular
celebration. The seller then helps them
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choose clothes that suit their age, taste,
.and size

i Traditional clothing varies from country i
to country, and sometimes even from city

* to city within the same country. There *
might be jalabiyas, kaftans, abayas,

*_ burnouses, thobes, or outfits adorned *_
with hand embroidery, colorful threads,

* and beautiful decorations. The *
* traditional clothing seller knows the *
* names of these clothes, how to wear *

them, and when to use them. The
salesperson carefully arranges the
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clothes inside the shop, placing each type
in its designated place and organizing
them by size, color, and design so that
customers can easily find what they are
looking for. They also maintain the
cleanliness of the clothes and ensure they
are displayed attractively to draw
.customers in

& &
& &
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& &
* The salesperson helps customers try on *
& &
& &
& &
& &

clothes and choose the right size,
explaining the type of fabric used, such
as cotton, wool, silk, or linen, and
advising them on how to care for the

FYYYVVVVY YL



o e e e e B B e - e B B
& &

clothes to keep them looking beautiful
for a long time

They also sometimes sell traditional
accessories that complete the look, such
as belts, scarves, head coverings, bags,
and some jewelry that complements the
traditional attire

* The salesperson uses a sales register to *
Issue invoices and accepts payment in
* cash or electronically. They then place *

the clothes neatly in bags and thank the
.customer for their visit
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A salesperson for traditional clothes
needs to be polite, patient, honest, and
have a love for heritage and culture, as
customers may ask about the history of
certain garments or the occasions for
which they are worn. They also need a
good understanding of different sizes,
fabrics, and embroidery styles. This
profession is very important because it
helps preserve traditional clothing from
extinction and encourages people,
especially children, to learn about and
take pride in their country’s heritage. It
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also contributes to passing on beautiful
customs and traditions from generation
.to generation

* The traditional clothing vendor plays a *—

* vital role in society. He not only sells *

clothes but also preserves a part of his

* country's history and culture, making 4_
everyone proud of their authentic

i heritage during various occasions, i

.holidays, and celebrations
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